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R.J. Reynolds 

Tobacco Co. 


Account Manager 
41] Colonial Drive 
Endwell, NY 13760 
(607) 786-6074 
(607) 78G-5075 
(800) 757-8255 ext. 78874 

SEPTEMBER 22, 1997 


TO: B. Roth & D. Keeney 


RE: MidValley X-tra Mart Trade Show Results 


Dear Bill & Dave, 

I wanted to include you both on the results of the MidValley X-tra Mart Trade Show. 
Rich Tanchyk and myself attended the trade show on 9/11/97, along with all 99 store 
managers and their corresponding supervisors. All mangers were required to visit all trade 
booths during the day by design. 

DETAILS: 

RJR featured a free “NO BULL” hat with any pre-book of 10 cartons or more of key 
RJR brands. These hats were residual premiums slotted for the State Fair, which were not 
ut ilized. RJR's booth also featured examples of the new APD displays along with various 
“NO BULL” PDI items. The following results were achieved: 

RESULTS: 

• 1183 cartons of key RJR brands were pre-booked. (avg 11.9 per store) 

• 94% of pre-books contained Red Kamel 

• 49% of pro-books had one or more cartons of Win Ultra Box, Win Ultra Box 100, and Win 
Light Box 100 

• Discussed Camel Spotting program with all store managers, and prepared them on program 
details and importance of POS placements.. 

• Discussed equity of RJR programs and promotions with all store mgrs. 

• Discussed Winston Re-launch with mgrs. Reinforced brand message and continued to put a 
positive spin on our efforts and the brand’s performance. 

• Had an overall positive effect on rapport with this chain as a result of participating in their 
Trade Show. 

SUMMARY: 

Overall, I would categorize the results of the Trade Show as positive and feel we 
achieved a good return on investment. RJR was able to address inventory levels on key 
brands and force out product to the stores. I was able to contact 99 stores at one central 
location and discuss RJR programs and promotions. There was a clear benefit of being able 
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to discuss Winston “NO BULL" with all store mgra. and invite their help on spreading our 
“message’'. 


NEXT STEPS: 

To continue to evaluate product availability reports after the distribution of the pre¬ 
books to this chain to truly determine whether the trade show efforts had a positive impact 
on product availability. 

If there is any questions or feedback you can provide, please contact me. 

Sincerely, 



